Rough Notes Index For 1976 


ADVERTISING 


Radio Proves Most Successful 
Gordon H. Stoops, May 
esac Ad Program By Joining With 
I FR on ..  Soescenesexces cocpamnacavrescaoies a hael Medlock, May 
Adapt Insurers’ Ads To Your Agency....George N. Salter, May 2 


AGENCY CONSOLIDATIONS 


Plan For Your Own Future—Take A Look 
At Incorporation i M. Smith, CLU, April 
Mechanics Of Acquisition Help Cut Loss 


Be i vccscrnsccecesuinicusiienerans William M. Houston, Jr., June 3 


“Break-Even Point’? Determines What You Can 
Afford To Pay 

Branch Creates Quick Expansion 

Thorough Analysis Precedes Merger 


Or Acquisition Fred B. Grinnell, Jr., July 2 


“Association”’ Of Agencies Pools Resources, 
TN Mi oécccensnscectsscnmciaivonacnnierass James C. Hayburn, September 
Merger Requires Careful 


| EEA eae Charles W. Watson, October 2 


Growth Through Acquisition Provides 
Market Stability. Roy S. Puccini, November 


AGENCY MANAGEMENT 


Bringing In New Producer Can Benefit 


a | ae George W. Crowley, Jr., January 2 


Explaining Inevitable Rate Hikes To An 

Unhappy Public se V. McCullough, January 
“Bullpen Area” Is Key To Smooth 

Workflow Herbert G. Treweek, CPCU, January 
Upgraded Staff Maintains Personal 

Service Tradition Theodore M. Sprague, January 
Advertising Boosts Client Acceptance 

Of Staff Thomas E. Miller, January 
Careful Hiring, Reward System Make 

Office Run Smoothly Ralph W. Swank, February 
Controlling Costs Begins With Effective 

Personnel Management Rose V. McCullough, February 
Your Efforts Toward Efficiency Must 

Focus On Personnel se V. McCullough, March 
Division Of Responsibilities Helps 

Assure Growth Oren H. Soules, April 
Devising More Efficient Ways Of Coping 

With Paperwork Rose V. McCullough, April 
Reorganization Results In Increased 

Productivity 


Bob Hart, May 
Accurate Record Keeping: A Vital Step 


Toward Efficiency Rose V. McCullough, May $ 


Agency Growth Demands Total 

Commitment Thomas S. Van Syckel, Jr., May 
One Person Specializing In Claims Can 

Function Most Efficiently... ‘ 
Adding New Producers Broa 

Agency’s Base R. Timothy Moran, July 2 
Make Sure Everyone In Agency Exercis 


es 
Care In Binding Rose V. McCullough, July 2 


Ad Program Helps Achieve 30% Rise In 

Commission Income Henry G. Hudson, August 
Managing Your Time Efficiently Requires 

Planning, Discipline Rose V. McCullough, September 
Enlarging Of A’ *ney’s Staff Requires 

Careful Prepa. ations.................. Rose V. McCullough, October 
Proper Office Lighting Can Increase 

Productivity Rose V. McCullough, November 
What It Costs To Run 

BO eee ....Carl O. Pearson, December 
Many Approaches Are Possible In 


Adding New Producers.............. Carl L. Obermann, December $ 


End-Of-Year Is Time To Reflect 
On Promt Vactors.........-.06-.0<0 Rose V. McCullough, December 


COLLECTIONS 


Contractor Accounts Require Special 

Treatment John M. Rawlins, February 
Agency Purchase Forces Revision Of 

Collection Plan James M. Coulter, February 
Keep Accounting Duties Separate 

WEED BUNUN. ccscavscrevsevdancccpsvencvessivens Marilyn Hall, February 
see To Agency Rules Keeps 


On Bad Debts Samuel R. Sugerman, March 


56 


EK. Joe Raabe, CPCU, July 31 
W. Thomas Eavers, July 22 


-Rose V. McCullough, June ¢ 


COMMERCIAL RISKS 


THE FORUM: Changes In Businessowners 

ES EEE SA Roy C. McCormick, March 
Thorough Procedures Produce 

Results. Donald K. Pierce, CPCU, April 
Survey Method Builds Prospect’s Confidence 

In Agency Lyle R. Mathios, April 
Large Exposures Present Challenge Hinton G. Davis, April 
THE FORUM: General Property Form Has 

Significant op ae eee Roy C. McCormick, April 
THE FORUM: Submitting Businessowners 

Pe OS eae Roy C. McCormick, May 
THE FORUM: Garage Keepers 

Coverage Changes.................-.--- Roy C. McCormick, September 
Write The Business—Even If Commission 

Must Be Sacrificed Richard Sullivan, CPCU, September 
Sample Summary: Good Sales Tool For 

First Interview...... Robin Turner, CPCU, September 
Be Aggressive In ennenatead 

EE aaa Sanford L. Friedman, September 
Annual Review Solidifies 

Account George D. Duvall, September 
THE FORUM: Risk Management— 

Challenge & Opportunity Roy C. McCormick, October 
THE FORUM: Practical Loss 

Control Suggestions.................. Roy C. McCormick, November 
Special Programs Can Be Key 

To Increasing Business.................. Terry L. Nimbar, November 


XXCESS & SURPLUS: SPECIALTY LINES 


MARKET PLACE REPORTS: Business Legal 

Expense Policy... -Wallace L. Clapp, Jr., CPCU, January 
MARKET PLACE RE PORTS : Bailees’ Customers 

Policy allace L. Clapp, Jr., CPCU, February 
SPECIALTY MARKET OU TLOOK—1976 

Wallace lL. Clapp, Jr., CPCU, March 

Competition Necessitates Use Of 

Specialty Markets.......................... Wayne C. Pflasterer, March 
General Agencies Can Design 


Special Programs...........- Westley M. Heyward, CPCU, March 2 


Premiums Are Not Always Far Above 

Standard Market ay Frank, CPCU, CLU, March ¢ 
Demanding Consumer Must Be Served Joseph Distel, March 
How To Market The Surplus Risk Jack G. Wallens, March ;: 
Case Histories Show Need For 

Surplus Market Stanley B. Markel, March 
Coverage Available Between Primary 

& Umbrella Limits Donald J. Horshan, March 
Cope With Tight Markets By 

Shifting Business............ Raymond S. Williams, CPCU, March 
Collateral Lines Not Needed To Write 

DI TOI ioc wicssccecssesiterscesccceesese Roland Ward, March 
Non-Standard Business Equals 12% 

Of Premium Edward J. Gallagher, March 
What Are The Factors Which Make 

Up The Rate? William E. Thompson, March 
New Coverage Nee 

Every Year Walter F. Ahern, Jr., March 
Surplus Markets Are Vital Risk 

Management Tool .....Louis A. Williams, March 
General Agents Provide “Screening” 

Of Non-Standard Insurers................ Walter S. Groden, March 
Meet Specialty Broker Before 

You Need One ‘ Victor J. Rosse, March 
Provide Thorough Loss Information 

To Underwriter ..Douglas A. Ripley, March 
Specialty Insurers Give You All 

Lines Capability Roger E. Tapson, March 
MARKET PLAC of RE alee — Infringement 

Expense Policy Vallace Clapp, Jr., CPCU, April 
MARKET PLACE RE poitrs: Pollution 

Indemnity Policy allace L. Clapp, Jr., CPCU, May 
MARKET PLACE RE PORTS: Specialty 

Lines Outlook Wallace L. Clapp, Jr., CPCU, June 
MARKET PLACE RE ree Social Services 

Agencies Policy Vallace L. Clapp, Jr., CPCU, July 
MARKET PLACE REPORTS: Specialty 

Market Survey Wallace L. Clapp, Jr., CPCU, September 
MARKET PLACE REPORTS: Professional 

Liability Coverage Wallace L. Clapp, Jr., CPCU, October 
MARKET PLACE REPORTS: “Claims Made” 

Malpractice Forms....Wallace L. Clapp, Jr., CPCU, November 
MARKET PLACE REPORTS: Products 

Liability Crisis.......... Waliace L. Clapp, Jr., CPCU, December 
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FEMININE VIEW Partnerships With Casualty Agents 
Boost Life ssions....Gordon Anthony, CL 
Start The Year By Analyzing Your ania eacninic ek Sea Mina nae se 
q 2 : Sy y r > . bd va) louge ~Aniuary sunch-iIn- T1Ct at I sOV e% 
Role As A Supe ) Rose V. McCullough, January Prospecting ! Taxes it: Manicc C1AT: Getrber 
Maintaining The Enthusiasm Well-Eistablishad Life Departevcut ‘ 
Of Yo Staff ome UF “Cutloust Tebruary 56 Well-Established Life epartme _ 
Cc} ; . - eg t” I Rese V. SckenEn, Seareney Bolstered By Professional Seymour M. Golden, November 
lange our * on OV I » y , Tas ] st . 
Into Will Power Rose McCullough, March £ rospecting Is Never-Ending Task....David J. Bruce, Decembet 
Developing Employees’ Potential Is Prime 
Job Of Supervisor Rose V. McCullough, April LOSS RATIOS 
How Well You Communicate May 


Determine Your Success Rose V. McCullough, May 68 Determine Owner's Attitude Toward : 
A Positive Attitude Is Fundamental Loss Control Morey Millerman, August 

To Your Success tose V. McCullough, June 76 Insureds Like Deductible Savings...Duane Schumacher, 
Formal Interview Calls For A Careful CPCU & Loren L. Coppock, CPCU, August 

Choice Of Words Rose V. McCullough, July 5: Educate Insured From The ‘ 
Choosing Your Own Behavior Beginning Erik A, Nicolaysen, IIT, CPCU, August 

Pattern Rose V. McCullough, August 26 All Risk Forms Protect 
Making Yourself Understood Loss Ratio reorge W. Page, September 4 

A Vital & Ditficult Task Rose V. McCullough, September 7 
Goal Fulfillment Program Is Vital 

To Your Career Rose V. McCullough, October 
Delegating Work Requires More Than THE FORUM: Deductibles, Tax Deductions 

Passing Out Assignments Rose V. McCullough, November Save Insureds Money Roy C. MeCormick, January 
Gain Employee's Respect Through THE FORUM: Answers To Coverage Questions 

Logical Teaching Rose V. McCullough, December 6: About CB Radios Roy C. McCormick, February 
THE FORUM: Personal Property Inventory 

Substantiates HO Claims Roy C. MeCormick, June 
THE FORUM: Answers To Coverage Questions About 

The Use Of Rental Cars Roy C. McCormick, July 
THI FORUM: Court Underscores Agent’s Duty In 

Preparing Applications Roy C. McCormick, August 
Soaring Rates Make Additional Selling 

A Real Challenge Grady P. Gilbert, Jr., November 2: 
Spirit In Office Is Greatest Asset....Frank C. Conlon, November 2: 
Commissions On Total Accounts Make ; 7 

Personal Lines Worth Writing... Ron Mingus, November : 
Personal Service, Not Formal Methods, 

Spell Success eabease .....Gale R. Scheller, November ° 
THE FORUM: Simplified Personal Auto Policy Will 

Replace Present Contracts Roy C. MeCormick, December 


*, September 36 


PERSONAL LINES 


GENERAL 

Client Retention Depends 

On Trust Leonard J. Carpezzi, January 
Professional Service Starts With 

Educating The Client lL.. Merritt Jones, CPCU, February 
Seek Out Accounts With 

Growth Potential Thomas M. Johnston, March 
What Does A Giant Account Require 

Of An Agency? ...Dale M. Houmes, June 2: 
Loss Control] Department Keeps 

Insureds Educated ....J. B. DePriest, June 
Put Younger Drivers On Their 

Own Policies = = 
All Risk Forms Protect 

Loss Ratio George W. Page, September 
Recreational Pursuits: A Source For RETAINING BUSINESS; CULTIVATING 

Casual Prospecting .----.-----Jack A. Smith, October PRESENT CLIENTS 
Staff Plays A Crucial Role In Controlling 

Loss Ratio -.-George M. Homer, October 46 Unlike Other Professionals, 
Three-Pronged Program Aims At Can't Just Specialize 

Volume Growth.... Robert G. Padula, CPCU, October 5 “Mini-Risk Management” Helps r 7 
New Fire Rating Procedure Boost Volume... Gilbert D. Bogart, Jr., CPCU, June 2! 

Will Save Agents’ Time... Mary J. Lazor, December £ Clients Appreciate Annual Analysis....................Ted Mahl, June 26 
Long Hours Helps Overcome Don’t Turn Your Back On 

Inexperience George H. Ebersberger, Jr., December “LOst" ACCOUNES......-2::0:00:- 
Stressing Total Accounts 

Builds Agency Volume ...Richard Duncan, December £ 
Three Elements Are Necessary 

To Produce New Business....Bernard J. Giangiulio, December 2 


...Blair FE. Thomas, July 


~ 


..Eugene S. Serrilli, June : 


..F. Chandler Coddington, June : 


SERVICE AFTER A LOSS 

Keep Client Informed During 

Processing Of Claim............. ssesececevsesee, CC. DeHaan, October 
Service Justifies Higher 

Premiums.. Bertha T. Reinarz, C.I.C., October 
Agency Reputation Depends On Claimant’s 

Initial Treatment.... ‘ M. A. Anderson, October 2 
Professional Strengths Of Individuals 

Determine Duties a T. J. Harris, October 2 
Large Homeowners Loss Provides 

Service Opportunity... William J. Yates, Jr., November 5 


LIFE INSURANCE 

Blending Of Life, Casualty Producers 

Can Spell Sue ‘ Frank Cloyes, Jr., January 3: 
Referral System Provides Continual 

Source Of Business ---.-------Forrest A. Parks, February 
Develop Pension Business Through 

Your Casualty Clients r Robert H. Alfandary, March 
IKkkey Man Insurance Adapts To 

Many Situations Paul W. Cook, CLU, April 


Group Life Coverage Opens Doors To 


Other Business..... Terry Foss, May 4: 


“Iemotional Logic’’ Works In Estate 
Planning Cases : < 


Robert K. Ashoff, June 46 


SPECIAL 


What It Will Cost To Rebuild This Spring-.................... February 
What It Will Cost To Rebuild This Summev.........................- June 


What It Will Cost To Rebuild This Fall September 
What It Will Cost To Rebuild This Winter ....November 


The Effects Of Inflation Can Work To 


Your Advantage ..George C. Kantis, August : 








“What It Costs” Booklet 
Available In Early °77 

The “What It Costs To Run An 
Agency” study — which starts on 
page 16 of this issue, and will be 


Businessowners Policy Program Guide 


This Guide Book on the Businessowners Policy Program 
will provide you with complete information about the pol- 
icy. The chapter headings best describe its contents— 
Eligibility Requirements—who the prospects are; Under- 
writing—includes loss of income and comp. liability; 


continued next month—will be pub- 
Rating Procedures; Detailed Analyses of: Standard Prop- lished in booklet form early in 1977. 
erty Coverages; Special Property Coverages; Liability ¢ 


Coverages; Comparison Chart—between 165 line Fire The booklet will contain some ¢x- 
Policy and BOP; Application/Worksheet—sample; Sales planatory material and_ charts 
Letter—a pre-approach for prospects which are not included in ROUGH 
$3.50 per copy—#30153 NOTES magazine. 
AGENCY Those agencies which participated 
mes in the study by sending in data 
ADDRESS : ee aegin : 
. about their operations will receive 
a complimentary copy of the booklet 
when it is published. 








ZIP 


Mail to: Rough Notes Company, Box 564, Indianapolis, IN 46206 
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